
George McConaughey

Car Salesman

Los Angeles, United States email@email.com

ProEle

A proven performer with four years experience as a Car Salesman for second-hand vehicles 

below the $10 000 range. Highly knowledgeable on the technical specs for a wide range of 

vehicle models and makes. Excellent capability in identifying unspoken customer needs and 

diplomatically guiding them through the most suitable vehicle options. Familiar with various 

vehicle Rnancing options coupled with a network of contacts at multiple banks offering the 

negotiating capacity to clients for the best interest rates on sales deals.
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Car Salesman aH PremJum Car 1eals

zecogniTed as Car Salesman of Yhe qear by hitting sales 2uota 40 

out of 45 achieving a sales Rgure of $U0 000 average per month. 

• Liaising with customers face-to-face, email, and via 

telephone

• Identify customer needs and suggest suitable vehicle 

models and xnancing options

• Arranging test drives for customers and accompany them 

on the eNcursions to eNplain vehicle features and driving 

capabilities

• Cegotiating xnal sales prices

• Selling accessories, high-end features, and add-ons once 

the customer has chosen a particular vehicle

• kompleting all administrative paperworP and loan 

applications as well as insurance agreements together 

with the customer

• Increasing customer database by actively prospecting for 

new leads on social media platforms

• Liaising with services team to facilitate car prepping and 

delivery schedules
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Car Salesman aH NFC 5leeH Sales

Secured the Rrst bulk sale agreement for the company to the value 

of 400k worth of SV’Ns for a car hiring enterprise.

• Increasing customer database by actively prospecting for 

new leads on social media platforms

• Liaising with services team to facilitate car prepping and 

delivery schedules

• Dighly Pnowledgeable with regards to technical 

specixcations of cars in the dealership including 

driving capabilities, prominent features, and comparative 

benexts concerning similar models and maPes
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• qeveloping potential buyers list and remain in contact 

with previous customers to suggest trade-ins and provide 

aftersales service assistance

• klosing deals by frejuently overcoming client obKections
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Car Salesman

8egotiated permanent preferential interest rates with two banks 

for a period of 11 months. 

• ENplaining the entire sales process to the client upfront 

and facilitate the process for them relating to purchase 

contracts, insurance provisions, maintenance schedules, 

warranties, xnancing, and premium collections

• Hrovide management with weePly reports regarding 

production activities for eNamples cold calls made, email 

campaigns sent, event marPeting, deals in process and 

deals signed

• Attend launch parties for new vehicle models being 

released to networP with potential customers

• Assist all walP-in customers and provide a needs analysis 

consultation regarding the vehicle types that will best suit 

their rejuirements as well as their budgets

• Meep abreast with updates in the automobile industry 

regarding regulatory compliance, new banP regulations, 

insurance rulings, and credit agreements
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:HA3 8.2

GaKors3 Sales Ganagement, GarPeting Ganagement

Ginors3 kommunications, Accounting, Economics

Accolades3 qeans Donors List
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qoRa ,aTes CommunJHy College

iJgh School 1Jtloma

Courses
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